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Our Featured Dealer
By Ralph Pope

IN ol Lakhani is one of Parent's
highest volume customers. He
has achieved a remarkable level
of success in the business since
having emigrated to the United
States from Pakistan in 1973. His
world-wide journey is an inspiring
story of perseverance, forfitude,
and dedication to excellence.

Nomi grew up in the Karachi region of Pakistan with
five brothers and a sister, all of whom were raised by
their mother due fo their father's death when Nomi was
only nine years old. Nomi's mother worked as a maid
to support the family and his oldest brother started
working at age 12 to help out. The entire family lived
in a single room hut with a dirt floor. Although Urdu
was the national language in Pakistan, due to a large
degree of Brifish confrol at the time, English was the
predominant language in the region. Consequently,
Nomi became fluent in English, which proved to be of
great benefit o him once he arrived in the U.S.

After completing high school in 1973, Nomi came to
the United States on a fouryear student visa. He was
accepted at Blinn College in Brehan, Texas but soon
afterwards, moved to Florida and attended Miami
Dade Junior College. As a fulltime student, Nomi did
his best to support himself with odd jobs, but it soon
became apparent fo him that he would have to work

full time. It was around that time that he met a beautiful
young lady from Tennessee named Jackie, and fell
in love. They married and had two sons, John and
Nomi, Jr. Nomi was able fo get his mother a visa and
plane ticket so that she too could emigrate to the U.S.
Eventually, he helped his siblings to make the move and
now all are living in the U.S. and operating their own
businesses.

Nomi moved to the Chicago area and got a job at
a printing company, first as a custodian and then as a
printing press operator. During this period, he and his
five brothers bought an existing “Gas for Less” which
they converted into a CITGO. They were all working
other day jobs at the time. After closing, they worked
at night building shelves and converting the station into
a modermn convenience store. They fransformed the unit
from a 30,000 GPM facility info a 125,000 GPM
pumper. Eventually, they expanded their operations
info repair garages, body shops, and even the taxi
business. As more years passed, they began to build
their own gas stations, and today, Nomi's Wadsworth
Plaza is among the highest volume CITGOs in the
market, with gasoline sales of a halfmillion GPM.
The site includes a premium car wash, quick serve
restaurant (Subway), and a truck diesel operation.
Nomi applies a MBWA  [management by walking
around) leadership style to his business; he is keenly
aware of what is occurring at his sites as well as the
trade area surrounding each facility. He is not afraid
fo incorporate new marketing tactics info his business
and adheres to a strict philosophy of cleanliness,

competitiveness, convenience, and CW
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Regulatory Reminder

By Mike Ague

Mony dealers forget or are unaware that all product lines
and line leak detectors must be tested annually. Line leak
defectors, whether mechanical or electronic, are designed
fo alert the operator to the presence of a line leak by
restricting or shutting off the flow of gasoline through the
product piping, or friggering an audible or visual alarm.
They are located atf the submersible pump.

Additionally, you are required to have printouts from
your tank monitor available should a representative
from the Office of the State Fire Mashall visit your site.

Compliance here is easy, as you simply refain one “Pass
Tank Test" prinfout per month from your tank monitor. The
OSFM representative will want to see 12 months worth of
these readouts, so keep them in a secure spot. One note
of caution is that not all tank monitors have the software
necessary fo perform this fighiness fest, although most
of the recent models do. If you don't have the proper
monthly tank monitor results, an annual precision test is
all the OSFM will accept. Officials from the OSFM have
been issuing citations and fines fo operators who do not
comply with these requirements. If you have any doubts
or concerns about the status of your system, contact your
Marketing Representative and they will gather the facts
and provide you with guidance.

About Gasoline Prices
By Calvin Herd & Ted Wilde

A the summer driving season approaches, we would like
fo share some information that may assist you in helping
your cusfomers put the rising fuel prices in perspective.
There are three interrelated causes of the pricing
situation we are seeing today: 1. Crude Oil Prices 2.
Supply/Demand Factors 3. Unique Gasoline Supply
Requirements.

According to the American Pefroleum Institute (API),
Crude oil has risen to over $55 per barrel - a record high
in today's dollars.  Since January, crude has risen nearly
$14 per barrel (the equivalent of $.34 cents per gallon).
These sharp price increases can be aftributed to the tight
balance of supply and demand in the world oil markefs.
This is driven by strong economic growth, particularly in

China and the U.S.

The U.S. Energy Information Administration reports that
global oil demand in 2004 grew by 3.4%-the strongest
growth since 1978, and. projections are for a 2.5%
growth this year and next. Contrast that with world
demand between 1993 and 2003, when there was a
growth rate of only 1.6%. Due to limited refining capacity,
suppliers have been struggling to keep up with the sirong
growth in demand. Most producers are at full capacity,
producing gasoline af record levels, and inventories are
10% above average for this fime of the year. Even so, we
have experienced a sharp increase in fuel prices because
refiners face higher cosfs in purchasing crude, which
accounts for more than 50% of the retail cost of a gallon
of gasoline.

New gasoline formulations were introduced last year,
including a nationwide low-sulfur gasoline and the
infroduction of ethanol in several more stafes. Due to the
Clean Air Act, refiners must produce and deliver over 20
specialized or "boutique” types of gasoline to separate
markets. Additionally, the springtime seasonal shift fo
summerblend gasolines (RVP changeover] can mean a
temporary tight supply situation.

Although prices are at unprecedented highs right now,
consider that when adjusted for inflation, the price of
gasoline is still lower than it was in the early 1980’s. If
those prices had kept pace with inflation, they would be
over $3 per gallon today.

EPOS Update

By Patrick Price

I, years past, there were several types of EPOS devices
available for retailers. However, due to the high costs
of software development, many refiners are limiting the
platforms they will support. There are three major Point
of Sale systems currently being manufactured that are
supported by the branded refiners in our marketplace:

Gilbarco G-Site: All G-Sites can be upgraded for current
refiner software requirements, with the only exception
being the old “C-2" first generation models. The G-SITE
combines a comprehensive elecironic cash register with
a powerful island controller that communicates sales and
inventory data to your home or back office PC. The
G-Site's key distinguishing feature is a scalable point
of sale solutions designed to be the hub of your retall
merchandising system.

Ruby Verifone: This platform can be utilized with
Gilbarco, Dresser Wayne, and Tokheim dispensers, but
it will require some additional hardware fo interface with
these makes. Refailers with Gilbarco dispensers will need
a “pump access module (PAM]” which translates between
the dispensers and the console. Dresser Wayne requires
two additional boards in their distribution box, a pump
inferface board “PIB” and a credit activated terminal
(CAT) board. Tokheim requires two additional boxes, a
CA47 and a D-box. The cost of these interface devices
generally ranges between $1,000-1,500. Be advised
that there are some “remanufactured” Ruby systems being
offered. They fend to not have the amount of memory
(RAM] that is required for the latest refiner applications.
Although atiractive in price, they cannot be upgraded.

Wayne Nucleus: This new system is replacing the
Wayne Plus. The Wayne Plus will not be supported in the
future and will not support debit functions. Considered
one of the most sophisticated, yet simplest to use point-
ofsale systems, the Nucleus System provides a platform
for total store system management for the retail pefroleum
and Csstore environment. Through an intuitive graphical
user interface, the Nucleus provides integrated access
and confrol of dispensers, pay-atthe-pump options, RFID
payment system, in-store sales, tank level monitor, car wash,
back office systems, and more. Built with industry standard
hardware components and software services, Nucleus is
an open architecture and adaptive platform that allows
for easy hardware and software upgrades as marketing
needs develop and new technologies are adapted.



